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Background

Graduate of NC State University
Began career at Ernst & Young

Founded The Marathon Group in 1993

— Internet professional services company
— Acquired by Merant PLC in 1999
— VP and GM of strategic consulting

Built GigAmerica.com in 2000

Founded SmartPath in 2001

— Enterprise marketing software company
— Acquired by DoubleClick, Inc. 2004
— VP and GM of Marketing Automation

Founded eMinor, Inc. in Feb 2006
Returned over 7X for investors



Before you start

Why start a business - For the money, For the
Innovation, For the business

Be Patient
Innovation vs. Business

Guard against your weakness
— Lion or the naked lady

— Aversion to Risk vs. Optimism
— Build vs. Sell

What do you do
eMyth example

Need skills to execute — Leverage skills and experience
— Burl

— Marathon example

— SmartPath

— eMinor



Now that you have decided

Understand the market

Friendly but objective input
— Various perspectives
— Willingness to invest time

Validation

— Potential customers

— Financial Investment

Ask the questions and be open to answers

Dispel preconceived notions, a little change can make all
the difference

— Sencera example
— CPMvs. MSDOS



What do you do first

Understand what’s at your core
Align with customers

Build product



What they tell you and what they
don't

Real big validated market

Proven management team with relevant
experience

A good idea

Entrepreneurs that are vested and committed to
the business

Companies that do not need their money



Finding an Investor

Do you need money?
When are you ready to get an investment

The investment landscape
— Appetite for different types of investments
— Big is relative (How big do you want)
Can investors provide value add?

Understand how they think (its how you should think)
— Investment vs. potential return

— Valuation vs. Terms

— Culture & experience dictates risk



Presenting

Focus on the opportunity and your ability
Don’t sell subtleties they only cloud things
Address uncertainties

Tell them what you know and consider
what you don’t know

Explain what you need to do
Go big or go home?



Everyone,

As you all know, this is my last week at the "Path. | wanted to

drop everyone an email and tell you all how much I've enjoyed
working with you. | can honestly say that I've never worked with a
more talented group of people. Most of the time, it was a challenge
just to keep up with all of you. It would be an honor to work with
any of you again, and | would jump at the chance. | count all of
you as my close personal friends.

| was a true SmartPath disciple. | drank the Kool-Aid and came back

for seconds. Even when times were rough and there was more work
than we could do, I loved coming to this place. | believed that we

were transforming our customer's marketing for the better, and |

woke up each morning with the mission to conquer the MRM marketplace
and lead SmartPath towards world domination. | leave it to all of

you that remain to continue the mission.

Thank You Everyone for such a wild ride. These were probably the
best professional years of my life (how sad is that???7?). | will
keep all of you in my thoughts.

Ben



Building The Team

Business Management

Design Definition



Growing and nurturing the team

 Fill in the gaps

e Capture your essence

* Align objectives

* Create equality

* Trust and the concept of one voice
e Expect evolution and plan for it



Value vs. Lifecycle



The Exit

You can’t predict an exit so don't try

Create value that is defensible
— Customers

- 1P

— Industry knowledge

— Reputation

Develop strategies to maximize opportunities
— Business development is critical
— Sometimes you need to sacrifice

When do you sell

— Finance vs. sell

— Risk / Reward

— Greed is a powerful influence



Thanks and questions



